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ABSTRACT

INTRODUCTION

Self-treatment through modern medicines is well 
documented throughout developing world. In Asian 
countries, 50-90% of pharmaceutical sales are made in 
private retail outlets.1-4 

Up to 70% of illnesses are self-treated with modern 
pharmaceuticals 1,2,5-9 purchased in private outlets, 
and  even prescriptive products are sold without 
prescription.6,8,10,11

In developing countries, consumers prefer retail 
pharmacies  as primary source of care but  appropriateness 
of dispensing (drug recommendation) is  found to be 

far from acceptable.12-19 Recommendation without 
prescription by retailers often results in irrational use 
and waste of resources.20-26 

In Nepal, about 90% of pharmaceuticals used are dispensed 
by more than 8,000 retailers located throughout the 
country, mostly managed by non-pharmacists known as 
professionalists.27,28  

Because of the demonstrated capacity of DDA/MOHP to 
train retailers, we sought to determine the effect of a 
focused training in improving   drug recommendation, 
correct advice, and referral practices.   

Background: In most Asian countries, 50 - 90% of pharmaceutical sales are made in private drug outlets, by 
personnel with some training in drugs but not for the treatment of common health problems.  The objective of the 
study was to determine effects of focused training for private drug sellers to improve practices in treating acute 
respiratory infections and diarrhoea in children, and anaemia in pregnancy in Nepal.

Methods: Randomized controlled, four way nested design study incorporating four interventions for drug retailers 
in both hill and terai districts. One group received mailed printed educational materials followed by mailed feedback; 
a second received small group training followed by feedback; a third received small group training only; and a fourth, 
the control group, received no intervention. Surrogate customer  method was used to assess practices. Outcomes 
were measured using multivariate linear regression. 

Results: A significant increase in the  asking  of key history questions, recommendation ( prescribing by drug 
retailers) of cotrimoxazole, and advice-giving for pneumonia;  a significant increase in ORS recommendation, and 
advice giving for diarrhoea including the  avoidance of antidiarrhoeals; and a significant increase in asking key history 
questions and recommending appropriate products in pregnancy cases. 

Conclusions: Training intervention as well as training followed by practice feedback was effective in improving the 
management of common illnesses and pregnancy by private drug sellers.   
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METHODS

The study was a randomized controlled trial conducted 
in 12 districts located in the hill and terai ecological 
zones of three geographic regions in Nepal.  Within 
each region, two districts were randomly selected from 
among those lying in the more northern, less accessible 
hill zones, and two districts from those lying in the more 
southern, more accessible terai zones. 

Within each district, drug sellers were selected in 
clusters from randomly chosen bazaars, or market areas.  
In total, 342 retailers were included in the baseline 
assessment, 325 in the two month follow-up assessment 
and 314 retailers in the six month follow-up assessment. 

The study had a nested four-way design with pre-post 
comparisons.  The 12 study districts were randomly 
assigned to one of four groups: small group training 
only; small group training followed by mailed feedback 
of practice data one month later; mailed printed 
educational materials followed by mailed feedback 
on individual and from the region recommendation 
practices one month later; and a control group that 
received no intervention.  One of the two terai and one 
of the two hill districts in each region was first assigned 
to receive training and the other to receive no training.  
Then half of the drug sellers in both the training and 
non-training districts were randomly assigned to receive 
feedback, resulting in the four study groups described 
above. The remaining half of the drug sellers from both 
the groups served as control group. 

The intervention aimed to improve care for three 
clinical conditions commonly presented for treatment 
in drug shops in Nepal: acute respiratory infection (ARI) 
in children, acute diarrhoea in children, and anaemia 
in pregnant women.  The specific practices emphasized 
in the intervention educational materials are listed 
in (Table 1).  These practices were also assessed to 
evaluate the impact of the intervention at two months 
and six months after the intervention. 

The training intervention was conducted for a small group 
(10-15) of drug sellers within each district designated 
to receive training and training plus feedback, with 
two to three training conducted per district. Training 
course contents were based on local recommendations 
for treatment of the three target conditions as well 
as on the findings of focus group discussions (FGDs) 
carried out during a formative study. The printed 
materials mailed to the feedback-only group were sent 
by registered mail after the completion of training and 
included the educational materials used in the training.  
The feedback consisted of data on the individual drug 
seller's practices, evaluated during surrogate customer 

encounters and comparing individual practices with data 
from peers as well as with recommended practices.

For all four groups including control the retailers’ 
knowledge about key symptoms of each health condition, 
when to refer serious cases and acceptable treatments 
were assessed through individual interviews conducted 
in their shops using structured questionnaires. The 
interviews were conducted after the surrogate visits, 
as mentioned below. The interviews were conducted 
at baseline and six months after the intervention. 
No interview was conducted two months after the 
intervention. The surrogate customer method was used 
to assess the retailers’ actual recommendation and 
advice-giving practices.19,30 Three surrogate customer 
visits, one for each study condition, were made to 
all drug shops in the sample during baseline, and two 
months and six months after the intervention.    

The interview questionnaire focused on three major 
areas: knowledge about key symptoms to differentiate 
mild and serious illness; knowledge about when to 
refer cases to health institutions or health workers 
for treatment; and reported treatment practices.  
The baseline questionnaire also included questions on 
educational level, languages spoken, and other relevant 
socio-economic indicators. 

Surrogate customers were trained to present standardized 
case scenarios to assess treatment practice.  For a child 
with cough, the customer was trained to describe a case 
with classic symptoms of severe pneumonia, requiring 
at least antibiotics and preferably referral.  The child 
was first described as having cough and cold for three 
days, and if asked, the customer mentioned a runny 
nose; fever; chest in-drawing; difficult and very rapid 
breathing; lethargy; not taking fluids well; cyanosis; and 
previous treatment with home cough mixture.  For a 
child with diarrhoea, the case described involved simple 
watery diarrhoea with 5-6 motions during the previous 
day, and probably needing only ORS.  If asked, the 
surrogate described the child as three years old; with 
no vomiting, fever, blood, or mucous; eating and playing 
a little less than usual; a little weak but wanting to 
drink; and with no medicine used.  Finally, the customer 
presenting as the husband of a pregnant woman needing 
an iron-folate preparation described his wife as pale-
looking and feeling weak.  If asked, she was described 
as seven months pregnant with her second child and 
unspecified difficulties during her first pregnancy; with 
no vomiting; taking no medicine; and with poor appetite.  

After each visit, the surrogate customer was interviewed 
by the supervisor to complete a structured debriefing 
form developed and validated for each target 
condition during field testing to collect key elements 
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of information about communication with the drug 
seller and the treatments recommended during the 
visit.  The surrogate customer purchased all of the drugs 
recommended by the drug seller.

We used multivariate linear regression methods to assess 
the impact of the intervention on changes from baseline 
to follow-up in knowledge and reported recommending 
practices of the three study groups and the control 
group.  The outcome variables in these analyses were 
the Symptom Knowledge Index, the Referral Knowledge 
Index, and the Recommendation Quality Index derived 
from interviews with shop attendants.  The key predictor 
variables in all models were indicators for whether the 
drug shop in which the respondent worked was assigned to 
a group receiving training, to a group receiving feedback, 
as well as an interaction term to look at the combined 
effects in shops that received multiple interventions. 
For simplicity of interpretation, the interaction term 
was dropped in models in which it was not significant. All 
models included terms to adjust for baseline differences 
between the study groups as well as for overall changes 
in the scores between the two assessments. We also 
adjusted for key demographic variables found to be 
associated (p<0.10) with the baseline values of the study 
outcome in question in univariate models.  Candidate 
variables included zone (terai/hill); respondent age, 
gender, and educational level; whether the respondent 
had received the government orientation training or a 
refresher course; and whether the respondent was the 
owner of the shop.

We used logistic regression models to determine the 
effect of the intervention on the actual practices of 
shop attendants observed during simulated customer 
visits.  Outcome variables were based on specific 
messages included in the intervention materials 
(Table 1) and included indicators for whether the shop 
attendant assessed the key symptoms and danger signs, 
communicated recommended advice to the patients, 
and followed the recommendations for products to be 
sold or avoided for each condition.

Table 1. Key clinical and behavioural issues addressed 
in the intervention materials for the three target 
health conditions.
Topic Main Issues Addressed in the 

Intervention Materials
Diarrhoea/Dehydration
Main 
symptoms

Child under 5 with frequent loose 
stools, blood or mucous in stool

Key danger 
signs

Not passing urine for 6 hours, unable 
to drink, deep sunken eyes

Key advice to 
give

Use ORS frequently, increase other 
liquids and food, continue breast 
feeding

Recommended 
practices

Sell ORS, do not sell antimicrobials 
or anti-emetics, refer to health 
institution or qualified health worker 
if danger signs present

Acute Respiratory Infection/Pneumonia

Main 
symptoms

Child under 5 with running nose, 
cough and mild fever

Key danger 
signs

Chest in-drawing, fast breathing or 
difficult breathing

Key advice to 
give

Use home remedies, clean child’s 
nose, continue breast feeding, give 
more liquid and food than usual, visit 
health institution or qualified health 
worker if danger signs appear

Recommended 
practices

Sell paracetamol if fever, sell no 
antibiotics unless fast breathing, sell 
five days of cotrimoxazole if danger 
signs, do not sell cough medicines

Anaemia in Pregnancy
Main 
symptoms

Pale face, lethargic, fatigue, 
excessive vomiting in a pregnant 
woman

Key danger 
signs

Swelling of face, hands and feet, 
pain in the lower abdomen and back, 
bleeding

Key advice to 
give

Regular check up from health 
institution, visit health institution 
if danger sign or no improvement in 
symptoms after one month treatment 
with iron preparation and nutritious 
food, tetanus toxoid

Recommended 
practices

Sell iron and folic acid for at least 
3 months, sell no drug other than 
iron and folic acid, refer to health 
institution or qualified health worker 
if danger signs present

All models controlled for the value of the outcome 
measure for the condition in question observed in that 
shop during the baseline simulated visit.  As in the linear 
regression models above, the terms of interest were 
indicators for inclusion in the training group, in the 
feedback group, and an interaction term if the shop was 
part of both interventions.  Again the interaction term 
was dropped if it was not significant.

RESULTS

Baseline Characteristics of the Study Groups

Baseline characteristics of the shops and interview 
respondents and key baseline practices in the four study 
groups are shown in (Table 2).  Two-thirds of the shops 
in all groups were located in the terai. Shops employed 
an average of 2.1 counter attendants (maximum of 6), 
with about 25% of shops having only a single employee.  
Most survey respondents were male with an average age 
of 33, had 10 years of education, over 80% were owners 
of their shops, and about two-thirds had participated in 
government orientation training.
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Table 2. Comparison of baseline shop and respondent 
characteristics, knowledge about target conditions, 
and practices of study groups.
Baseline 
Characteristic

Training 
Only

Feedback 
Only

Training 
and 
Feedback

Control

Characteristics 
of drug shops
No. of drug 
shops

84 86 86 86

Percent 
located in 
terai zone

66% 66% 71% 72%

Average No. of 
staff in shop

2.0 2.0 2.1 2.2

Characteristics 
of survey 
respondents
Average age 33 33 33 34
Percent male 89% 88% 94% 92%
Percent who 
own the shop

83% 83% 81% 81%

Percent with 
>10 years 
schooling

79% 69% 71% 80%

Percent with 
orientation 
training *

59% 63% 71% 79%

Scores on 
knowledge 
indexes
Symptom 
Knowledge 
(range 0 - 60)

24.9 25.3 25.7 32.0

Referral 
Knowledge 
(range 0-30)

6.1 6.1 7.3 6.4

Recommending 
Quality (range 
-5 - +6)

1.0 1.1 0.7 0.5

Key  practices
Asked 1+ key 
symptoms of 
pneumonia

2% 3% 2% 5%

Sold 
cotrimoxazole 
for pneumonia

5% 8% 6% 7%

Asked 1+ key 
symptoms of 
dehydration

2% 12% 5% 6%

Sold ORS for 
diarrhoea

40% 37% 35% 34%

Asked 1+ key 
danger signs in 
pregnancy

51% 60% 53% 57%

Sold iron-
folate for 
pregnant 
woman

71% 71% 58% 67%

* Government of Nepal course to orient drug sellers to 
good drug stock keeping and dispensing practice

Knowledge about symptoms and danger signs, reasons for 
referral, and dispensing quality were very comparable 
across study groups.  On the whole, average knowledge 
about symptoms was much higher than knowledge about 
reasons for referral.

Overall, dispensing practices for simulated customers 
seeking care for children with pneumonia were very 
poor, with almost no questions asked in any of the 
study groups to ascertain key symptoms or danger 
signs, and very low rates of selling cotrimoxazole, 
the recommended practice.  Questioning about key 
symptoms for diarrhoea/dehydration was equally 
poor, although slightly better in the feedback-only 
intervention group.  About a third of the drug sellers in 
all groups sold ORS for a case of diarrhoea.  Practices for 
managing care in pregnant women were much better in 
all groups.  Over half of the men presenting as simulated 
customers seeking care for their pregnant wives were 
asked relevant questions about the pregnancy, and 58-
71% in all groups were sold iron-folate preparations. 

Changes in Knowledge and Reported Practice

Results from multivariate regression models examining 
the impact of the intervention on knowledge and reported 
practice are shown in (Table 3).  Shop ownership and 
location in the terai zone were important predictors in 
all models.  On the whole, baseline differences between 
study groups were not significant except for somewhat 
higher baseline scores in the training groups on the 
Recommendation Quality Index.

Overall, being in one of the two training intervention 
groups resulted in significant post-intervention 
improvements in knowledge about symptoms and 
danger signs among interview respondents, with 
average adjusted score increases of 11% (2.53 points).  
Training was also associated with even larger significant 
improvements in knowledge about referral signs, 
with average adjusted gains of 3.76 points, or a more 
than 50% increase over baseline scores.  Being in the 
feedback group was not associated with improvements in 
knowledge on either index, and neither intervention was 
associated with improvement in reported recommending 
quality.

Changes in Recommending Practices 

The impacts of the training and feedback interventions 
on recommending practices for the three target 
problems are summarized in (Table 4).  For treatment 
of a simulated case of pneumonia, in comparison to the 
control group, training was associated with a significant 
increase in the odds of a counter attendant asking 
about rapid breathing or chest in-drawing (OR=7.9, 95% 
Confidence Interval =[1.8, 35.6]) and in giving at least 
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one item of recommended advice (OR=3.0, CI=[1.6,5.3]).  
There were no significant increases due to training in 
selling an antibiotic to the simulated customers, but 
there was a significant increase in the odds of selling 
cotrimoxazole (2.1, [1.0,4.3]).  Feedback had no 
independent effect on any of the practice measures, but 
was associated with a significant increase in the odds 
of not selling cold medicines in the group that received 
both training and feedback (2.8, [1.0,7.8]).

Table 3. Impacts of training and feedback 
interventions on knowledge about symptoms, about 
the need for referral, and on reported practices.

Estimate Std Error
Symptom Knowledge (range 0 
to 60)
Intercept 23.70
Shop owner 1.34 0.66  **
Terai zone 1.03 0.56  *
Baseline difference in training 
group

-0.57 0.72

Baseline difference in feedback 
group

0.33 0.72

Overall change at month 6 -1.02 0.89
Effect of training intervention 2.53 1.03  **
Effect of feedback intervention 0.27 1.03
Referral Knowledge (range 0 - 30)
Intercept 5.95
Age 0.05 0.03  *
Male respondent -1.87 0.92  **
Previous government orientation 
training

-0.75 0.57

Shop owner 1.51 0.73  **
Terai zone 0.07 0.55
Baseline difference in training 
group

-0.95 0.70

Baseline difference in feedback 
group

0.57 0.70

Overall change at month 6 0.72 0.87
Effect of training intervention 3.76 1.01  and
Effect of feedback intervention -0.05 1.00
Recommending Quality (range -5 
to +6)
Intercept 0.29
Age 0.01 0.01  *
Shop owner 0.23 0.15
Terai zone -0.47 0.12  and
Baseline difference in training 
group

0.39 0.15  *

Baseline difference in feedback 
group

0.16 0.15

Overall change at month 6 0.47 0.19  *
Effect of training intervention 0.32 0.22
Effect of feedback intervention -0.10 0.22

*  p<0.10	 ** p< 0.05	 and p<0.01

Table 4. Impact of training and feedback interventions 
on drug seller practices measured in simulated 
purchase surveys six months post-intervention.
Condition Recommended 

Practice
Odds Ratio (95% 
Confidence Interval) 
from logistic 
regression models and
Training Feedback

Pneumonia Asked key 
history questions

7.9 (1.8, 
35.6)  **

0.7 
(0.2,1.9)

Any advice given 3.0 (1.6, 
5.3)  **

0.9 
(0.5,1.6)

Refer to health 
worker

1.1 
(0.6,1.0)

0.9 
(0.5,1.7)

Sells an 
antibiotic

1.4 
(0.8,2.4)

1.3 
(0.8,2.3)

Sells co-
trimoxazole 

2.1	
(1.0,4.3)  
*

1.1 
(0.5,2.1)

Sells analgesic 1.1 
(0.6,2.2)

1.4 
(0.7,2.6)

Does not sell 
cold medicine  

1.3 
(0.8,2.1) #

1.0 
(0.6,1.7)

Diarrhoea Asked key 
history questions

1.0 
(0.2,5.1)

0.9 
(0.2,4.6)

Any advice given 2.2 
(1.3,3.8)  
*

1.1 
(0.6,1.9)

Does not refer 
to health worker

0.9 
(0.4,2.1)  
#

1.1 
(0.5,2.6)

Sells ORS 2.4 
(1.4,4.1)  
**

1.0 (0.6, 
1.6)

Does not sell 
antibiotics

0.7 
(0.4,1.1) 

0.7 
(0.5,1.2)

Does not sell 
antidiarrheals

1.7 
(1.0,2.7)  
*

1.2 
(0.7,1.9)

Pregnancy Asked key 
history questions

1.7 
(1.1,2.7)  
*

1.3 
(0.8,2.0)

Any advice given 1.3 
(0.8,2.1)

1.2 
(0.8,2.0)

Refer to health 
worker

1.3 
(0.7,2.3)

1.2 
(0.6,2.1)

Sells iron-folate 0.7 
(0.4,1.2)

1.3 
(0.8,2.2)

Does not sell 
vitamins

2.3	
(1.3,4.1)  
**

1.1	
(0.7,2.0)

All models control for baseline level of dependent 
variable and for location of drug shop in the terai 
ecological zone 

* 	 p<0.05	 **	  p<0.01  

# 	 Not significant but interaction with feedback 
group is significant p<0.05
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Shops in the training groups also demonstrated significant 
improvements in several key measures of recommending 
practices for diarrhoea in children. Compared to 
controls, the odds of giving recommended advice more 
than doubled (2.2, [1.3, 3.8]), as did the odds of selling 
ORS (2.4, [1.4, 4.1]).  The odds of counter attendants 
not recommending or selling an anti-diarrhoeal also 
increased significantly (1.7, [1.0, 2.7]).  Once again the 
feedback intervention had no observable effects.

Finally, the training intervention also resulted in some 
significant improvements in care for pregnant women.  
Attendants in the training groups had higher odds (1.7, 
[1.1, 2.7]) of asking about the key potential problems 
experienced during pregnancy (Table 4).  Sales of iron 
folate, which were already high at baseline, did not 
change.  However, the training only group exhibited a 
significant increase in the odds of not selling vitamins 
(2.3, [1.3,4.1]), in line with the training message 
discouraging this practice.  As usual, the feedback 
intervention had no impacts.

DISCUSSION

In ARI, the impact of training in improving drug sellers’ 
practices on quality of history taking, cotrimoxazole 
recommendation and number of questions asked in 
history taking continued up to six months. Training 
combined with audit feedback had a similar effect.   

In the case of diarrhoea, the impact of training in 
improving drug sellers’ practices with respect to ORS 
recommendations, discouragement of antidiarrheal 
recommendations, and number of drugs dispensed per 
customer continued up to six months.  However training 
combined with audit feedback improved practice up to 
six months for the recommendation of ORS only. 

In the case of anaemia in pregnancy, the positive impact 
of training in improving drug sellers’ practices on the 
quality of history taking and number of questions asked 
in history taking continued up to six months. Training 
combined with audit feedback showed no improvement 
in practice at the six-month mark.  

From our baseline assessment, it is clear that the 
overall quality of practice by drug sellers in managing 
ARI, diarrhoea, and anaemia in pregnancy is very 
poor.  Although about 60% of drug sellers in Nepal have 
received the government’s 72-hour drug retailers’ 
orientation training, the remaining counter attendants 
working in these settings have received essentially no 
training in how to interact with or advise customers from 
a public health perspective. Moreover, the government 
orientation training focuses on basic information about 
commonly used drugs, storage, dispensing procedures, 

ethics and laws, and some basic information about the 
primary health care concept.  Unfortunately, it does 
not cover the essentials of managing common illnesses, 
namely, adequate communication to determine the 
nature of the customer’s health problem, referral 
of serious cases to trained health workers, advice to 
customers about prevention and home management, 
and key recommended and discouraged sales practices.

Although the training component of our intervention had 
significant effects in improving some of these practices, 
the overall changes we observed were small.  In order to 
staff the participating shops so that they could remain 
open, most of the training sessions were attended by 
only a single drug seller from each shop.  However, on 
average, there were two or more persons working in 
each shop dispensing drugs. We do not know the extent 
to which intervention materials and messages were 
shared with other employees when drug sellers returned 
from the training.  Furthermore, the persons who 
received the training might no longer have worked in the 
shops during the follow-up assessment, or, even more 
likely, they were not the ones who recommended to the 
simulated clients, who were trained to interact with 
whoever was present at the time of their visit.  For these 
reasons, we might expect that any effects observed are 
underestimates of the changes among the drug sellers 
who actually participated in the programme, although 
the effects accurately reflect the overall level of impact 
of the program in the sample drug outlets.

The mailed feedback included in this intervention 
demonstrated no independent impact on knowledge 
or practice, and added nothing to the effects of the 
training intervention. 

CONCLUSIONS 

This targeted training intervention has shown the promise 
of such a strategy for improving the management of 
common illnesses by counter attendants working in drug 
outlets in Nepal.  We believe that the basic orientation 
program already required for these individuals should 
incorporate targeted material on history taking, advice 
giving, referral skills, and key recommendations about 
sales practice for common health problems. We have 
demonstrated that two and half  days of such targeted 
training can have significant impacts on practice  We 
therefore recommend specific  problem based focused 
training for pharmacy outlets.  The public health value 
of dispensing pharmacy outlets managing common 
problems deserves government recognition.    The 
Ministry of Health and Population should establish 
standards for providing this type of service and monitor 
the quality of service on an ongoing basis.

Improving Private Drug Sellers’ Practices for Managing Common Health Problems in Nepal



JNHRC Vol. 11 No. 2 Issue 24 May 2013 204

ACKNOWLEDGEMENTS

We are thankful to various individuals of different 
organizations especially DoHS, DDA, LMD, CHD, NHTC, 
Obstetric and Gynaecology Department, TUTH and 
NCDA for contributing in determining the contents and 
preparing the curriculum for training the drug sellers. 
We are grateful to WHO-CDR, WHO-DAP, INRUD-MSH, and 
WFPMM for funding the study. We also thank DHOs and 
DPHOs of study districts, Dr. David Lee, Dr.J.D. Quick 
and Dr.R.O. Laing for their valuable discussion; and to 
Mr. Kumar Baral and Mr. Shekhar Dhungana for their 
assistance.

REFERENCES

1.	 Haak H. Pharmaceuticals in two Brazilian villages: lay practices 
and perceptions. Soc Sci Med. 1988;27(12):1415-27.

2.	 Kroeger A. Anthropological and socio-medical health care research 
in developing countries. Soc Sci Med. 1983;17(3):147-61.

3.	 Quick JD, Foreman PF. Pharmaceuticals and financing for health in 
the '90s: strategic perspective for Asia and Near East: USAID1989.

4.	 Schulpen TW, Swinkels WJ. Machakos Project Studies. Agents 
affecting health of mother and child in a rural area of Kenya. XIX. 
The utilization of health services in a rural area of Kenya. Trop 
Geogr Med. 1980 Dec;32(4):340-9.

5.	 Bista KP, Chaudhary P, Slanger TE, Khan MH. The practice of STI 
treatment among chemists and druggists in Pokhara, Nepal. Sex 
Transm Infect. 2002 Jun;78(3):223.

6.	 Kagashe GA, Minzi O, Matowe L. An assessment of dispensing 
practices in private pharmacies in Dar-es-Salaam, Tanzania. Int J 
Pharm Pract. 2011 Feb;19(1):30-5.

7.	 Khan MM, Wolter S, Mori M. Post-training quality of syndromic 
management of sexually transmitted infections by chemists and 
druggists in Pokhara, Nepal: is it satisfactory? Int J Qual Health 
Care. 2006 Feb;18(1):66-72.

8.	 Nsimba SE. Assessing the performance, practices and roles of 
drug sellers/dispensers and mothers'/guardians' behaviour for 
common childhood conditions in Kibaha district, Tanzania. Trop 
Doct. 2007 Oct;37(4):197-201.

9.	 Syhakhang L, Lundborg CS, Lindgren B, Tomson G. The quality of 
drugs in private pharmacies in Lao PDR: a repeat study in 1997 
and 1999. Pharm World Sci. 2004 Dec;26(6):333-8.

10.	 Hadi U, van den Broek P, Kolopaking EP, Zairina N, Gardjito 
W, Gyssens IC. Cross-sectional study of availability and 
pharmaceutical quality of antibiotics requested with or without 
prescription (Over The Counter) in Surabaya, Indonesia. BMC 
Infect Dis. 2010;10:203.

11.	 Puspitasari HP, Faturrohmah A, Hermansyah A. Do Indonesian 
community pharmacy workers respond to antibiotics requests 
appropriately? Trop Med Int Health. 2011 Jul;16(7):840-6.

12.	 Chalker J, Ratanawijitrasin S, Chuc NT, Petzold M, Tomson G. 
Effectiveness of a multi-component intervention on dispensing 
practices at private pharmacies in Vietnam and Thailand--a 
randomized controlled trial. Soc Sci Med. 2005 Jan;60(1):131-41.

13.	 Hardon AP, Van der Geest S. Hazards of self-medication. World 
Health Forum 1987;8:469.

14.	 Igun UA. Why we seek treatment here: retail pharmacy and clinical 
practice in Maiduguri, Nigeria. Soc Sci Med. 1987;24(8):689-95.

15.	 Management Sciences for Health. Investigation of health services 
delivery in three elements of the Peruvian private sector. Boston: 
Management Sciences for Health 1983 November.

16.	 Mills A, Walker GJ. Drugs for the poor of the Third World: 
consumption and distribution. Journal of Tropical Medicine and 
Hygiene 1983;86:139.

17.	 Ramos MC, da Silva RD, Gobbato RO, da Rocha FC, de Lucca 
Junior G, Vissoky J, et al. Pharmacy clerks' prescribing practices 
for STD patients in Porto Alegre, Brazil: missed opportunities for 
improving STD control. Int J STD AIDS. 2004 May;15(5):333-6.

18.	 Tumwikirize WA, Ekwaru PJ, Mohammed K, Ogwal-Okeng JW, 
Aupont O. Impact of a face-to-face educational intervention on 
improving the management of acute respiratory infections in 
private pharmacies and drug shops in Uganda. East Afr Med J. 
2004 Feb;Suppl:S25-32.

19.	 Van der Geest S. The illegal distribution of western medicines 
in developing countries: pharmacists, drug peddlers, injection 
doctors and others: a bibliographic exploration Medical 
Anthropology. 1982;6:197-219.

20.	 Cederlof C, Tomson G. Private pharmacies and the health sector 
reform in developing countries – professional and commercial 
highlights. J Social Adm Pharmacy. 1995;3:101 - 11.

21.	 Chuc NT, Larsson M, Falkenberg T, Do NT, Binh NT, Tomson 
GB. Management of childhood acute respiratory infections 
at private pharmacies in Vietnam. Ann Pharmacother. 2001 
Oct;35(10):1283-8.

22.	 Falkenberg T, Nguyen TB, Larsson M, Nguyen TD, Tomson G. 
Pharmaceutical sector in transition--a cross sectional study 
in Vietnam. Southeast Asian J Trop Med Public Health. 2000 
Sep;31(3):590-7.

23.	 Goel P, Ross-Degnan D, Berman P, Soumerai S. Retail pharmacies 
in developing countries: a behavior and intervention framework. 
Soc Sci Med. 1996 Apr;42(8):1155-61.

24.	 Lonnroth K, Lambregts K, Nhien DT, Quy HT, Diwan VK. Private 
pharmacies and tuberculosis control: a survey of case detection 
skills and reported anti-tuberculosis drug dispensing in private 
pharmacies in Ho Chi Minh City, Vietnam. Int J Tuberc Lung Dis. 
2000 Nov;4(11):1052-9.

25.	 Ross-Degnan D, Soumerai SB, Goel PK, Bates J, Makhulo J, 
Dondi N, et al. The impact of face-to-face educational outreach 
on diarrhoea treatment in pharmacies. Health Policy Plan. 1996 
Sep;11(3):308-18.

26.	 Tomson G, Sterky G. Self-prescribing by way of pharmacies in three 
Asian developing countries. Lancet. 1986 Sep 13;2(8507):620-2.

27.	 Drug Bulletin of Nepal In: (DDA) DoDA, editor. Kathmandu: 
Ministry of Health and Population (MoHP); 2011.

28.	 Kafle KK, Gartoulla RP, Pradhan YM, Shrestha AD, Karkee SB, 
Quick JD. Drug retailer training: experiences from Nepal. Soc Sci 
Med. 1992 Oct;35(8):1015-25.

29.	 Kafle KK, Madden JM, Shrestha AD, Karkee SB, Das PL, Pradhan 
YM, et al. Can licensed drug sellers contribute to safe motherhood? 
A survey of the treatment of pregnancy-related anaemia in Nepal. 
Soc Sci Med. 1996 Jun;42(11):1577-88.

30.	 Madden JM, Quick JD, Ross-Degnan D, Kafle KK. Undercover 
careseekers: simulated clients in the study of health provider 
behavior in developing countries. Soc Sci Med. 1997 
Nov;45(10):1465-82.

Improving Private Drug Sellers’ Practices for Managing Common Health Problems in Nepal


